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ABSTRACT 

The author suggests that we are moving into an era 
vjhere skills in persuasion are considered prerequisite to other 
management skills and discusses the emphasis on interpersonal 
communication as a continuing process that serves the purpose of 
making known and available to an industrial group the resources of 
individual human beings. He cites the "prime movers" of the new 
trends in persuasion, with brief statements of their principal ideas 
and contributions. The author concludes by outlining clues to future 
developments or trends: closer interaction between sales and 
management training; increased study of nonverbal communication; 
intercultural approaches to communications problems; effects of 
emotion on organizational operations; and increased requests for 
assistance to business from the academic world. (RN) 
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Introduc t ion 



For at least as long as 1 can remember skill in Dersua<;inn h;.- Ko^« 
cons, dered important in business and industry. In ^he' L e r^y 

50-s raimng m persuasion was made available mainly to sales personnel, 
^nd h <m and later to salesmen. During the late ?S"s 

and the f^O- s the behef that persuasion was important to^aH man '^men 
thl abiHtv" V" -derstanding of the process of peJsua ' ; :n 

lan.Xn IL f^r^^^^^ recognized as high priorities in both 

managing and selhng. My subjective impression is that the more .ucc.s 

:ar::;rof^^^H:!rtf:s Zfr,'-'- - ''^^ ^° l^prove-'the persuas..e 

the fiiJ^n"""'^'"^.'*'"' ""''^ ^^^"9^^ management practices and 

■ ed ils St tu^r'^r?" ""^'^ 9°"^ persuasion has re ain- 

can'be d ed ana^ 'i ^'^ '^^^'""^ establishment, one which 

can be studied, analyzed, practiced and consciously appl--.d PersPa<;ion 

heories and methods of training have evolved rap-'. Z' t recoc t 
tion that an increase in persuasive abilities of .:.nage.-...nt pays of, In 
humane and materia.:- consequences remains uncha 1 1 enoed L ke Pa 

cZltTnl^Zl^T^r '^'-^ ^--^ than hav^'m^^s^" 

A Separate Reality 

strangely enough modern data processing and the coniputor accelerated this 
When John Kenneth Galbraith talked to our University of Minnoco. 

tr:::etr/3"y?:^, ^^o.he said, •■inform:u::\Lri'r™ 

^ icltlon He sJI^h"; ^^''^"^^ face-to.face con^un- 

dev ces^an store mir' - ' M°dorn electron'ic 

aH^rqu'kly but I "T"'l °' '''' '"^^''^-^ "'-^^d inform- 
tion to used fror that particular items of informa- 

tion of a parHcu a? nrl^' '^^^"^^ '° 'PP'^ ^^"'^ *° the solu- 

and.a,k?r^ 

erIc co--c^a:i::v-Tc:^i;-r- high^-o;;!;:'- - ----- 



<n1 



-2- 



rhe conomation of conceptualizing interpersonal convnunication 
process, u, communication theory and the dynamic exch.ngeTn Ima work 
jroups caused business to shift from a sending and receiv nqpa dipm 

ut'thJ '''''' sender..essaglchannel-re e ve w nt 

out the window. Interpersonal co,miun ication was treated as a ioint 

?h:r;eci^:rd:!r""^ ' ctjc^ii^;;;.. 

Dyadic Interpersonal Communication 
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and receWer^'Mt'leL't'trT^'^^P^'-'""' '^'^ P^''^^" ^ -^h sender 

f^auMl I [l least th_ possibility that A and 3 miqht contribut- 

equa.ly to the outcome is suggested aqramaticaP y . :l T ' . 
"lay initiate and cone... -n arhitr. ,. t r in: 're . or, I, fac. 



to-fece ro-nmunicati-^ 
r-:ed not >ear i 



are -ir-Tibci.a-'e: 



ment ^Ij^J^^''^^'^^ revise c ncepts .nd increa. - invest- 

"separate real tv"'o? in .r,^! ^ 9="«'-''l '^a ti on. The 

'ok' so wSa?'""" -'•''-"o-e.i associates who are probabty snarHng, 

d^f an'/".;^;,'?: ^:r;aS;i- °' = > =o™u„,catiL is t.e 
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^ffo.^r'r''?! example, in answer to the "SO ./HAT?" challenge to the 

hL^H n° h ? ]^'^/.'''^^^> dyadic, perceptual frame. A huge corpora ion 
thrl " K-V"' '"PP^^''^'^ ^-"-"t executives around 

follow h : / °' procedures and firm instructions to 

follow them. Now the manual is a thin spiral bound affair and the em- 

'tlesl\l\'"V"T''° P^"'^' ^P general guidelines fro. it but to violate 
hese or any standard procedure when violation seems to hi-, to be a good 

oration ' ^""''^"'^ P^^^'^'- interactions led in this rorj- 

oracion to the slogan: "Conforming to Procedures i|,- Insufficient." 

The Prime Movers 

Pvnlvl'r enlightened practice of persuasion pictured above 

bnti n,Tw r spontaneously but because capable leaders 

"P .r^ov^rs ? ull -aggressively. The persons who .Jl 

s^mari^Z ""'"^ over-simplified statements 

summarizing tneir ccn tr i but i ons. 

Her.bTrl^^^r'T '""^^ ^ <^°nstruct by Abraham Masiow2, Frederick 

Z j//r H f ''"^^■^ McClenand5. Marlow con ributed 

he hierarchy of deficit motivation, visualized in h s amous p-ramid 
Herzberg ident-fied on-the-job satisfiers and di ss at o n .rs anS' M a i ed 

heir quite different functions. More impor :ant, per .,ps, he w^s a' e 
to destroy tne popular fallacy that motives can be a. pec e He 

did njs with an analogy. Motives, he said, .re gene, .or,/ y". cc 
install a generator in a person, it is alreac there. f y^u a 
ycu can get it running'. ^ - '^'-^Yi 

G.W. Allport refined Maslow's crude notion of self , 
rliltll strJZtHr.l"^"."'''''^' '^^^^"""'"'^ motivation, measured it, cor- 

O/al of Human Motivation. "° ^ tneir 

The Human Potential Movement7 helped shape modern persuasion in in 
re? f "'"^r^'^-t - the behavioral sciences inc udes rou" 

relations from Esalen and Bob and Carol and Ted and Ml ice to Encounte- 
ntl;ac ion'i° Tavistock. Of dozens of fads and theories of hu^an ' 
interaction t0 survive m industry. One is the concept of ooennPs^^ 
represented in and applied by the Jo-Hari Window!^ Mo^arenUy the' 
su on V: °T "'■'■^'^t" effectiveness in in^erper ona per- 

T.tir nl h ^'?^"^*7 ^^^ds that contrary to the advice of the human- 

prI<^ticTb: nn'^r^' ''^"^ ''''' °P^" ^" t ime " doesn' t work. Z 

practice, being as open as a situation permits, however, is rewarding. 
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i^Hi^?H ^ ' f ''°'''<' P'=°P'= are treateJ ™re like 

.nd,v dual human be.ngs and less like machines than was the casein pre- 

d t.mes. Th.s happens in »an). cultjres, in business oov"™.nt 
:.':rh:^'cr/"'^"'= organisations. T™,„ the GH d'^^as'^In' i^'^hose 

only LTn:inrt'o"L7eir''Fra"KTv:„:."ir^' °^ "^'^^ 

4.k • i_i . rrank tvans' in a pioneennq studv asses<;prl 

^^"^^^^^ 

tion of variables. Thfs "X" facto, was the wa; he neo e f " 

about each other at the conclusion ^ the interview. Evans cal his 
warm feehng or rapport the (.uality cf Jyadic Interaction Thl ' - -n ? 
to produce this .utual respect, lik'in,, an'd good w ^ ""e 1 be^ ' ^ ^ 
mos bas.c talent of a manager. How :o train people to'p^ duce hinh 
suahty dyadic interactions, something obviously v ta to' produ L 
organization, is a challenge that is beginning L c p ure ne il ^ 
at, on of top personnel in business and industry. ^ ^ 

■ 11 c';i""%o°r' '"'v''"' y"'" ^'''^'^ that 

Change are 

C lues to the Future 

The following tendencies are too immature to be termed "tr-nri." 
However, they suggest possible developments in which scholars ofcer* 
suasion might make substantial contributions. scholars of per- 

Otherl' " ^""^ Management Training are Coining to Resemble Each 

si:Lt=7" ::a-?etnL- ■a;u^:^°;rdir:n1eT:c:,:„"^s"I:T 
p^:?ane',:d -rs-i.'n^t o°^5:;;i.::-T"' oh^^ci^-s'-has'^e:^ 



inq in- 



rrain?^g."°"'°'''''' '^°"""'-"«'°n Becoming a Subject of stud, and 

catio* o:herth::°::"drin°^:jin:::'is'''Lid?r :'™r" °' 

Dusiness is rapidly developing. Body lang- 
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cage of course looms large but expected behaviors, room ar ranqement. 
sequence of events, decor, and contrasting male - femal^ perce^^^^ 
are beino examined. Female exeo tive secretaries nTma^ e m^^^^^^^^ 
brainstor.^cd the topic-'Nonverbal sets of Expectations That ZklT 
D fference on the Job."12 r,ales and females perceived quite different 
Items as critical Understanding effects of nonverbal Sehavio s as 

coiin male.female perceptions can contribute ^o b^t^er 

communication of all sorts at work. t^etter 

3. An Intercultural Approach to Communication Problrms in .u- . 
ness May Prove to be Rew?.rdiny. 



Large i ndu : trios " 
homogeneou. work grou;..>3 
circumstance an J trans 
manager in a la/c^e corp 
muni cat ion among ethnic 
and other - group perce 

Engineers, Draftsmen, F duction engineers and 
percept. Pi of a group we -e d-:.crepant with percer 
had of :..ern. when the i"c.: - gr oups learne- abo^ ^ 
pt::rceptions, communicai : amc-g the grou-3 see- 



equire e^rer -ive convnunicat 
o Only recently has the sir 
•J !: turd I communication been ; 
--ation used a method taken 

groups in Hawaii J3 He moc. 
ptions of four "job families 



amon diverse 
ar i ty netween t i s 
iced. M oor-onnel 

"om a study of co. 
^ired the m - '.roup 

Oeve ; oprnent 
: , t^ngine-rso ^ " .-If- 
ors oth^:r :rou: 

'hese se ' ' ar ■ - • 
: 'mp 'ove. 



Eff. 



rs 



of bmotic- on an Organization are Being Assessed, 



^ P^^o^ upset emotional condition behaves quite diffe-entlv 

Also, the use of emotion for purposes of npr<;,.;.c ior. 10 u • 
icallv <^3faminori n b^'W^^^if OT persuasion is being crit- 

ically examined* One new midd e - manaoer in a Twin ri'f-.'oc ^ ^' 

revealed M's fo™u„ for handling .he e^p^ees supIrWsodr'""""" 

P = f/s 
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3usiness Needs and Wants Help from the Academic World. 



-ence „< th Tower types who have^ . UtJIlnJ^^^rrSn'or'^aplu^r^cr 



ERIC 



-6- 



lTon"''llTtlT ''r'r"' ^^^"^ --^^ ^ of suspi. 

prisirgly short probationary period. business after a sur- 

.o.e,f.oT?Hrn;n!:c^°i:;?c"'Ss:^.r'iL^^;r':^^ - 

of on.going persuasion in the ..Md is the . er ca fre en^L p^^^ 'If' 

.ntures of mutual benefit, to our students and to our discipline T f 
\ , h""r ' su. -.ctive Judgme . i a. conv^n^ei I ' 

with execu.,vos andmana^ -s has stimui.. ed more th.urhtful .e. ' .5 
of r.iy theories of persuasion than have r. contacts ri th assc i-r- 
fi'h^^! -^-g-^-te students. I, of f -::..uror^^ . I ^ V „ 

p...,, ,IJ^' ' '"^"""^ ^^^^ ^-^'-'t a good th.or unless :: works n 



tic- d'f.<ih,-^'''"^"^ '''^ ^'^^ prestige and is conducted in 
-Cicc,c:d fashion worthy of our scholarly r,*-^^...^ *- j ^- • 

Amprir;^ nron^r-^^ ^ Human relations traimnq in 

America prepares persons to use the "soft" v^r-i^Ki r i ^ 

a professor T .^n i ^^^^^ projects are challenging to 

<d proressor . i can learn from thenio a a ^ 

rte are moving into an era where <;kinc .'r, r> 
prerequisite to other ..anaqemenrsk^ P^ hapr^hts" Jn %t 

most significant modern trend in persuasion JnT itself is the 

at least for the scholar and teacKr^o^Jhe ;?oc'e::":f ^^.l^s"?-."^' 
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